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TO: Division/District Managers 

-V j 

‘■‘si 

ji SUBJECT: Washington DC Based Chains 

m' 

Ladies and Gentlemen: 

{ ‘i 

As you are aware, I reported to work in the Washington Chain Division on April 5,1993. 
Since my reporting date, several of you have been very helpful in communicating 
various opportunities throughout my chains to assist me in identifying and addressing 
business building opportunities for our company. 

I encourage this type of productive communication and request that our "team work" be 
continuous. 

For your reference, listed below are chains headquartered in the Washington Chain 
Division #2940, along with a recap of programs I have sold and programs I have 
pending: 

1) NCC - LP Corporate Headquarters : (Responsible for all 10 branch warehouses) 
Winston Summer Promotion (sold) 

AIM (Account Information marketing): (Pending) this will be part of our 
2nd half 1993 Winners Program. AIM will provide us (RJR) With very 
valuable information on all retail calls serviced by NCC-LP. SIS 
information will be updated/maintained with velocity information for all 
stores through Winston-Salem, therefore eliminating the numerous hours 
currently spent by our sales reps, in reporting/maintaining information via 
hand-held units, This information will provide not only top 25 brand 
information but also category analysis, profitability analysis capabilities, 
etc, I will communicate more details when approved. 
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2) Giant Supermarkets: f 160 stores): 

Winston Summer Promotion (sold) 

Camel Special Lts. (sold) 

RJR NSS flex in line for full price carton, savings cartons and springload 
package sales with promotional topper. (This set will be implemented for 
"Test” on June 7th). 

Monarchs (I presented - pending approval). 

3) Safeway Eastern Division (148 Stores) : 


Winston Summer Promotion (sold) 

Camel Special Lts. (sold) 

Vantage ULt. Convertible Box $5/500 (sold) 

Our private label brand - Scotch buy is undeveloped in this chain with 
minima! movement/share. After contacting several Safeway Stores, my 
observations indicate the following: 

* Stores that merchandise Scotch Buy and Dorals on a separate savings center - 
this fixture is located in a poorly visible location. 

I am currently developing new Plan-O-Grams for this chain to incorporate all carton 
sales in one location. And pursuing expansion of ECD units. Also, I presented 
profitability loses on the 3 stores that currently utilize carton vending machines to 
Safeway Corporate to hopefully circumvent this current trend of merchandising. 

In the short-term, I ask each of you to properly execute pricing of our savings 
brands (both cartons and packs) as several stores contacted reflected poo_r or no 
price executing. Utilized Star Burst/larae numbers, etc ! 

In addition, several stores have our full price flex canopy lights and/or side lights 
missing or not illuminated. This should be unacceptable especially since carton 
fixtures have electrical power for our ESS units. 

4) SuoerFresh (140 stores): 

Winston Summer Promotion (sold) 

Camel Special Lts. (sold) 

Private Label brand is PM's shield brands and RJR is not represented in 
this price tier. I will present Monarch to this chain. 

* Short term -1 ask that we insure accurate SIS information for all stores to 
include store volume, etc! I need this information to formulate appropriate action 
plans for this chain and build business in an effective/cost efficient manner! 
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5) 7-11 Chesapeake Coro, Div. (882 Stores) : 

Winston Summer Promotion (sold) 

Camel Special Us. (sold) 

Camel B1 GIF (sold) 

Monarchs (sold) j 

* Trade observations reflect the need for better price communication on our savings i 

brands and better maintenance/execution of full price promotions on our CVC units. ! 

I 

Please utilize our various POS items for Monarchs, Dorals and full price I 

promotions to gain/maintain good retail presence. 

As information, I will present a 2 pack special and/or tie in with 7-11 3 pack special to \ 

better maintain our promotional units. I will communicate when applicable. 

6) Mobil Corp. (1,448 Stores): 

Winston Summer Promotion (sold) 

I hope my recent letter explaining our various displays with commodity numbers 
was helpful. Also, I hope the counter Plan-O-Grams sent to you were of 
assistance in gaining appropriate display space for Monarchs, Doral and full 
price. 

I realize that our "under counter units" provide limited visibility/exposure, and I 
commend many of you for taking self-initiative in contacting local supervisors 
and selling our Preferred Presence floor stands. I appreciate/welcome all your 
success stories which may provide me with assistance at corporate level. 

7) Highs' of Baltimore - convenience chain f 134 stores) : 

Winston Summer Promotion (sold) 

Camel Special Lts. (sold) 

Camel B1 GIF (sold) 

Austin sold as exclusive PL/B&W brand. The program was sold by Mr. 

Jim Farmer and ADM Jim Perry prior to my arrival - Special thanks to 
them! 
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8) Host International (169 locations! 

Our PCD counter units are committed under a 3 year contract until 
12-31-93, 

Camel Special Lts. have been approved, however, final approval is at 
local level. If you are unsuccessful to stock/place Camel Special Lts. on 
our PCD units, please discuss with the appropriate person at store 
level and advise of details so I may pursue at corp. office. It may be a 
vj simple problem of inventory, which may require an initial exchange sale. 

9) Crown Central Petroleum (156 stores) : 

Permanent Camel pole signs were recently installed. 

I presented our 15" x 49” Preferred Presence sign to co-exist with PM's 
OPM. 

Please advise of opportunities/needed assistance with this chain as they are currently 
allowing each division to work autonomously in approving displays/programs. 

Once again, my thanks to those of you who provided me with helpful suggestions 
and/or potential opportunities. 

If you have any suggestions for further improvements, please share them with me. 
Sincerely, 

(Biff 

Bill Roth 
BR;jc 

cc: AVP Jim Best 

RSM Earl Riggs 
AMN Jack Borgen 
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